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ABSTRACT 
India continues to have a lot of positive industrial activity and a lot of healthy customer demand. The 

demand for tractor parts is expected to rise significantly in the agricultural nation. The two primary factors 
that contribute to a nation's mechanization are higher performance and increased productivity. As a result, 
the tractor is an essential component of increasing agricultural productivity. Keshav Enterprise, Bidar, 
operates the John Dear Tractor dealership in the Bidar region. The executive summary of Keshav Enterprise, 
Bidar, a sole proprietorship that was established in 2009. As my research is entirely based on qualitative 
methods, I used the quota sampling technique and interviewed housewives in a variety of locations to 
collect data. The project's focus is on consumer perception, which basically measures the development of 
perception through a variety of variables and identifies the factors that influence consumers' purchasing 
decisions. Awareness and availability of the product are two main variables that have a significant impact on 
pasta product popularity and sales. Because of the importance of customer insight factors in the products 
tested, only customers were chosen as respondents.. 
 
KEYWORDS: Customer perception, Product, Factors. 
 
INTRODUCTION 
 One of the many important sets for product service is sales promotion. The main tool for evaluating 
this aspect of customer service is now the satisfaction survey. Quality for the product is Deere's and the 
company's objective. Promoting sales is an important part of building a relationship with customers. 
Students will be able to participate in the field experience as a result of the project. During the fourth 
semester of the MBA, a project occupies a position that lasts ten weeks. Customer satisfaction with the John 
Deer tractor at Keshav Enterprises Bidar is the focus of my internship. The scope of the survey is in the city of 
Bidar to determine whether John Deere tractor sales promotion is taking place there. The opinions of 
customers can be used to figure out how to make the product better. Any product's usage and purchase 
depend heavily on how consumers perceive it. Discernment creates through how really item has been 
advertised nowadays firms are investing their best amounts of energy in showcasing to get client 
consideration and positive impact on client mind purchaser discernment is additionally distinguished by the 
variety shape and taste of the item. The topic of my research is consumer perception and usage. Since very 

few studies have been conducted in this area, particularly regarding 
how people react to new products, I found this topic to be very 
interesting and novel. 
 Each student is required to work as a trainee in an organization 
during the fourth semester of the course to gain partial knowledge and 
to submit a report on that experience. A study on KESHAV ENTERPRISES 
BIDAR was conducted to meet this requirement. To ensure a smooth 
operation, this necessitates coordination at all levels. The purpose of 



 
 
CONSUMER PERCEPTION TOWORDS JOHN DHERE TACTOR BIDAR DISTRICT                                     Volume – 7 | Issue - 12 | September - 2018  

_______________________________________________________________________________________  

________________________________________________________________________________________ 
Available online at www.lbp.world 

2 
 

 

this report is to comprehend John Deere's roles in relation to various departments. This is a rigorous training 
that is based on a study of the John Deere Project, a global tractor segment. The study covered the following 
topics:  A history of the tractor industry in India; a profile of the John Deere company; in-depth research into 
the company's human resources, finances, marketing, and production. The British government brought the 
first tractor into India in 1914 with the intention of clearing degraded forest areas of bushes and shrubs and 
using the cleared land for agriculture. More Indian players like Bajaj tempo ltd and John Dear international 
tractors ltd entered the tractor industry as a result of the decade's economic reforms. John Dear surpassed 
escorts ltd to become India's leading tractor manufacturer. One of India's most important economic sectors, 
agriculture contributes nearly 25% of the country's GDP and directly or indirectly employs over 70% of the 
population. Indian farmers are now more aware of the advantages of form mechanization and the role that 
the tractor plays in making it possible to grow multiple crops at once, speeding up form operations, and 
lowering overall form costs. Therefore, the purpose of this paper is to investigate customer satisfaction with 
tractor after-sales services in Bidar city.After surveying and analyzing the data from 50 respondents, the 
study found that the majority of customers are pleased with John DearTractors Ltd.'s services. 
 
OBJECTIVES OF THE STUDY  
 To know where you stand in the market. 
 To understand consumer purchase behavior;  
 To comprehend customer awareness;  
 To comprehend consumer level of satisfaction;  
 To comprehend consumer behavior following a purchase. 
 to know where you stand in the market.  
 To understand consumer purchase behavior, customer awareness, customer level of satisfaction, and 

post-purchase behavior. 
 
CONSUMER BUYING BEHAVIOR”  
 A consumer is someone who actually uses a product or service and decides whether or not to buy it 
again. To determine whether or not customers are satisfied with John Deere products, everything depends 
on how much they value the product. If customers are satisfied, they show positive attitudes toward the 
product, but if they are unhappy, they show negative attitudes toward the product, which causes them to 
switch brands. 
 
NEED FOR THE STUDY  
 In today's market, consumer behavior is very important to the company's growth. The primary 
objective of this study is to determine the purchasing habits of John Deere customers. In order to make the 
necessary adjustments, the requirements must be recognized. India is developing quickly and changes are 
dynamic. This study shows how customers feel about John Deere tractor service and provides an overview of 
the tractor. The customers' opinions of the John Deere tractor are taken into account in the study. This study 
also assists John Deere tractor dealers in understanding the buyer's bumpy experience and the John Deere 
tractor manufacturer in understanding sales promotion. According to the survey's analysis, the Bidar district 
represents a significant market for the John Deere tractor. The new features, high mileage, and quality of 
John Deere tractors are the primary reasons why they are utilized by the majority of customers. It is 
important to note that farmers make use of a number of John Deere tractors for farming. The organization 
ought to extend more display areas and spotlight on advertisements and other special exercises In the end I 
reason that John Deere Organization should recognize the endlessly needs of the client and attempt to 
accomplish it. 
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THEORETICAL BACKGROUND /CONCEPTUAL FRAME WORK:  
 The term "customer recognition" refers to how customers perceive something in light of their own 
choices. These decisions are made by a variety of factors, like cost and general interest. When it comes to 
convincing customers to buy a product, their impression of the brand should be taken into account. This 
recognition may alter the customer's perspective. Or on the other hand a particular measurement of client 
or a particular measurement of client. Customer observation can be formed by a number of factors, such as; 
their very own perspective or how they heard other people experience the item. The main source of 
consumer perception and usage frequency is consumer behavior. 
 
LITERATURE REVIEW  
 One of the topics that researchers and marketers have studied extensively in the past and continue 
to study is customer behavior. Unique reasons for why customer behavior has been the focus of numerous 
educators and researchers are presented by researchers. According to Keller and Keller (2012), one of the 
prevalent viewpoints is that understanding customer behavior has evolved into a problem that directly 
affects the overall performance of businesses. Another view recommends that grip supporter lead has 
develop to be quintessential fundamentally because of wild resistance in retail endeavor in the UK and 
worldwide (Lancaster et al, 2002). The research and marketing efforts of researchers and marketers will be 
discussed in this chapter, which will provide an overview of various areas of lookup background of buyer 
conduct. In addition, the customer selection process, specifically the five ranges of the customer selection 
process, will be discussed in detail. 
 Zeithmal (2000) Clients' cravings and necessities is a principal impulse for organizations to give 
quality help of current clients and moreover to pull in new clients. According to Crown, Brady, and Hult 
(2000), seen esteem is a customer's overall assessment of an item's utility based on intuition about what is 
received and what is given. According to Bitner and Zeithaml (2003), a seen risk will typically have an impact 
during the buyer's initial purchasing process. The notion that customers' behavior is primarily influenced by 
perceived risk has developed over time and may play a role in their decision to purchase a vehicle. Durovnik 
(2006) Shoppers are less motivated to purchase items they believe to be dangerous attempts. The buyer 
would get some answers about ZHANG et al. (2002). Many customers had said that fit and solace were 
important in determining how satisfied they were with clothing. It's clear that physical and mental factors 
play a big role in defining "comfort." According to Kotler and Casline (2009), clients now require less access 
to data, and the life cycle of power has diminished in significance. According to Vanniarajan and Kubenran 
(2005), customer knowledge and utilization of anything can be altered as a result of advancements in food 
dietary examples. As a result, customers are more likely to consider exchanging, and Woodruff (1997) 
defined customer esteem as 78 customers' apparent inclination for and assessment of points of interest of 
product properties and the consequences of usage. William B. Dodd's (1991) research looked at how 
shoppers' perceptions of product quality are affected by inbuilt signals of value from brand and store data. 
They discovered that respondents' ability to purchase and saw esteem were negatively impacted by cost, 
while saw quality was positively affected. 
 
BACKGROUND AND INCEPTION OF THE COMPANY 
 The Deere and the John Deere Corporation is an American company that makes agricultural, 
construction, and forestry machinery, diesel engines, force trains (axles, transmissions, and gearboxes) for 
heavy equipment, and lawn care equipment. Its brand name is John Deere. It was ranked 364th in the 
Fortune Global 500 in 2016 and was ranked 97th in the Fortune 500 America rating at the time. John Deere 
also provides various activities and financial services. Under the symbol DE, Deere is listed on the New York 
Stock Exchange. "Nothing runs like a Deere" is the company's tagline. Additionally, its emblem consists of the 
word "JOHN DEERE" beneath a leaping Deere. This organization has been using the leaping deer as its 
emblem for more than one hundred fifty-five years. The logo has undergone a few minor revisions and had 
parts removed over the years. The company uses distinct logo shades for agriculture and construction 
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products, and some of the older logos feature a deer leaping over a log. The agriculture products of the 
company are easily identified by their distinctive green paint and yellow interior border. While the building 
materials can be identified by the color black, the deer is yellow, and the interior border is also yellow. 
 
CONSUMER BUYING BEHAVIOR”   
 A consumer is a person who actually uses a product or service and decides whether or not to buy it 
again. If a customer is satisfied with John Deere products, they will show a positive attitude toward the 
product; if they are not satisfied, they will show a negative attitude toward the product, which will cause 
them to shift their preference for a different brand. When customers were satisfied with the services and 
products provided by the company and bargaining rights were at stake, sales promotion became less 
important. A customer's need for a product to meet their performance (perceived performance) and 
expectations (expectations) to compare the state's sentiment is the subject of sales promotion. Although he 
did not complain that he did not necessarily demonstrate that the customer was satisfied and that 
employees of product and service companies were directly for the overall assessment, business customers, 
products, and staff recognition, sales promotion has a low level of complaint about the most common 
expression. customers based on what they value. 
 The distinction between the capacity of influences and desires is the dimension of apparent 
fulfillment, as stated in the previous definition. If the outcomes are lower than anticipated, the client will be 
satisfied if the apparent impacts and desires match client fulfillment. If the apparent impact of desire is 
greater than the client's satisfaction, the client will be upbeat. When all is said and done, customer loyalty is 
simply referred to by customers and employees of goods and services companies for the overall evaluation 
of business client product services and faculty recognition. Customers based on how highly they rate 
products and services. Customer loyalty. Customer needs have been met based on how involved they are. 
 
SUGGESTION/ RECOMMENDATIONS  
 I informed them that good positioning of John Deere tractors is to be carried out to the goal two 
crew in order to extend income from quantity and market share because there is an increasing demand for 
them in the market. In order to promote the sale of the company's automobiles, extensive advertising in 
exclusive media is carried out. Advertising is absolutely necessary given the fierce competition in the market. 
I suggested that John Deere Tractors provide excellent customer service through sales, which would improve 
the company's image as a manufacturer. Out of 100 respondents, forty percent were younger than 25 years 
old. The majority of customers purchase agricultural products. The behavior of sales executives and their 
responses to customers are positive. Broad casting is influencing customers to purchase tractors. If the 
attitude of the sales executive is improved, the tractor can be delivered as soon as possible. If the customer 
is attracted by various promotional activities, use all promotional media, improve, and provide more service 
to the customer. If you lower the price, both the customer and the quality of the service will benefit. They 
could offer something new and improve customer service to meet customer expectations. 
 
CONCLUSION 
  to complete the bidar assignment on "Consumer Buying Behavior toward John Deere Tractors" for 
the summer. The responses I have received have been positive as well as negative. During my stay at 
KESHAV ENTERPRISES BIDAR, I met 50 customers from various locations and learned a lot. The project work 
has aided in the analysis and perception of organizational practicalities."Consumer opinion of John Deere 
tractor." The topic was chosen with the intention of finding out how customers feel about the showroom—
that is, it helps the company fix the problems and change the things that aren't good for the business. The 
service was given to 100 people who had bought tractors. The things to think about, like knowing what the 
customer wants. Tractor delivery time The analysis portion of the survey reveals that the Bidar district 
represents a significant market opportunity for the John Deere tractor. The new features, high mileage, and 
quality of John Deere tractors are the primary reasons why they are utilized by the majority of customers. It 
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is important to note that farmers make use of a number of John Deere tractors for farming. The organization 
ought to extend more display areas and spotlight on advertisements and other special exercises In the end I 
reason that John Deere Organization should recognize the endlessly needs of the client and attempt to 
accomplish it. 
 
REFERENCES 
 VanderMey, Anne (February 25, 2013). "John Deere Plows Ahead".  
 "DE - Deere & Company Profile". Reuters. 
 "Deere & Co (DE)". NYSE 
 "Fortune 500 profile". Fortune. Archived from the original on December  
 "John Deere Collectors Center Tractor and Memorabilia Auction  
 "TractorData.com John Deere Unstyled D tractor information".  
 "A Brief Look at John Deere Combine History: 86 Years of Evolution".  
 Pure genius: the inventor's hall of fame. Independent.co.uk (2008-02-22).  
 "John Deere War Hero's Recognized for Patriotism". blog.machinefinder.com.  
 "Agricultural Machinery during the 1940s". livinghistoryfarm.org.  

 
 


